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Abstract: 
This dissertation was written in order to complete the final semester of the MSc in e-
Business & Digital Marketing at the International Hellenic University. The title of this 
dissertation is TellADoc: Business Plan for a Telemedicine Application and its purpose is 
to offer a realistic plan of actions this company should follow in order to grow. Specifically 
this paper is separated in two parts, the first part is the business plan part where you can 
find all necessary information about the development of this startup from A to Z, and the 
second part is a questionnaire based research that was conducted in order to investigate 
the intention of both patients and doctors to use it. Also at this point I would like to thank 
my supervising professor Dr. Stavroula Laspita for all the knowledge she has passed on 
to me over the past few months and for guiding me through the procedure of conducting 
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1. Executive Summary  
	 In the following paragraphs you will be presented with a business plan about an 
application idea that comes to change the healthcare industry once and forever. The name of the 
company is TellADoc and its nature is exactly what the name stands for since this application 
helps you tell a doctor your problem instantly. 

	 Τhe pandemic has changed our way of life, the way we operate, and the way we complete 
our every day tasks and choirs. One of the things the pandemic has vastly affected all over the 
world is the way people visit the doctor. Fear and government restrictions have made a routine 
doctor visit harder than usual and this is a large problem for society. If we only take for example 
the amount of people that get saved every year because they visited the doctor for a routine 
check up and they prevented a more serious problem then we might understand the true extend 
of this issue. Having all this in mind and searching for smart solutions that could solve modern 
society’s problems that the pandemic brought upon us, we came up with the TellADoc idea. 

	 TellADoc is a business idea for a telemedicine application that operates on all operating 
systems in desktop and mobile devices with the aim to make the “visiting the doctor” experience 
more convenient through these rough times. What we have designed is an application that allows 
both patients and doctors to conduct appointments remotely without requiring their actual 
physical presence in the same place.

	 In this particular business idea we developed there are two types of customers, the first 
type is patient-customers and the second type is doctors-customers. We have focused in building 
our company around these two types of customers and finding interesting and smart solutions 
using technology in order to make their lives easier. Therefore If we break down by customer type 
the benefits each party could enjoy from using our application there are multiple answers. Both 
patients and doctors will save plenty of time that was previously lost in booking, transportation, 
waiting lines etc and most importantly they will be able to actually practice social distancing and 
stay safe since everything works remotely. Moreover for the patient-customers they have the 
benefit of browsing and selecting the doctor they believe suits them the most by gaining access 
to a large directory of listed and reviewed doctors. Additionally for the doctor-customers the 
benefits will be even more if we only think about how much their appointments will rise in 
numbers resulting to an increase in their income.

	 The selected market in which we have decided to initially run this idea is Greece. Besides 
the fact that Greece is the mother land of all founders and board members of the TellADoc 
Company it is also a relatively small-medium sized country with a population of 10.000.000 
people distributed quite fairly between men and women. Therefore we believe it is an ideal market 
for a good beginning and a good stepping stone if we will look to expand to larger markets in the 
future. 

	 During the procedure of understanding the market we are willing to target and operate our 
business in we have also gone through the procedure of identifying our competitors and finding 
the competitive advantages we have against them. At the moment there are three major 
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competitors in the Greek market that possess a quite significant share of it but our observation is 
that there are multiple entry points we could take advantage of. Although our competitors have 
been in the industry for many years we have the “edge” that is needed in order to surpass them. 
The number of services, our technology, our team and our payment methods in combination with 
our love for innovation are the elements that what will lead us ahead of them.

	 Of course bringing this idea to life would never be possible without the right team. Our 
founding members have an extensive working background in finance, medicine and technology 
and they are the reason we can actually keep dreaming. They are the people behind every 
operation, every design feature and every idea that is born within our company. These people are 
the same people that will initially finance this idea and raise the starting capital. Finally the one 
person that is in charge of every aspect of our company is our Founder & CEO Olga Maria 
Kolovou who was also the first one to come up with this idea and crafted this team by 
handpicking all its members.

	 From a sales and profits point of view things seem to be extremely optimistic for at least 
the first three years. The fact that we are seeking to launch our business during these 
unprecedented times hides many challenges but also many opportunities. Looking to take 
advantage of these opportunities and the circumstances that come along with this era, we believe 
our sales will steadily skyrocket over the first few months of operation. Initially no extra capital will 
be required but as our business grows we aim to go public and release stocks and shares that will 





2. Business Summary 
This chapter is a presentation of the TellAdoc Company’s business summary. In the following 
sections you will be able to gain a better understanding of the TellADoc Company as a Business, 
the Managerial & Organisational Structure behind it, and our products & services. 

2.1 Company Description 
In the following section you will be presented with all necessary information about the TellADoc 
Company. Discover further our moto, our vision, our mission, the problem we identified and the 
idea we have of solving it. Moreover you will get the opportunity to find out more about core 
values, aspirations and future goals.

2.1.1 The Problem 
The COVID-19 pandemic brought a lot of changes in our daily lives. We all faced problems, from 
visiting our favourite restaurants, and getting out of our homes, to transferring to another area, or 
even seeing our loved ones. Business-wise many industries and many companies had to adjust to 
this new reality by creating solutions that would meet their needs and help them survive. One 
major problem that was witnessed in the medical sector according to the World Health 
Organization [1], and especially for those who have a health condition history and need medical 
attention, was visiting a doctor, a clinic or a hospital creating the need for alternative strategies of 
continuing care being implemented. 

Visiting a clinic or doctor was a difficult situation that required a lot of planning and preparation 
from the patient especially during the beginning of the COVID-19 crisis and it still goes on until 
today. The pandemic created a lot of barriers in the field of medicine for many patients that 
required medical treatment during the lockdown issuing problems. Some of these barriers that 
lead to bigger more serious problems are the following.  

Government Restrictions: Once the pandemic started most governments in the world started 
applying measures and setting restrictions in order to contain it. The Greek Government 
impressed the world in March of 2020 applying some of the world’s hardest and most effective - 
as they were later proven - restrictions [2]. People were not allowed to leave their homes for no 
reason, and in order to do so they should have either submitted a government form or have sent a 
text message to a government service that would approve any movement. One of the possible 
options to leave home of course was for health issues but this automatically made visiting a 
doctor for a routine check harder than it used to be while also in many cases it was neglected by 
the patients because of the situation [29].  

Pressure on the Health System: There were only a few health systems in the world that were 
prepared for such a crisis and unfortunately the Greek health system wasn’t one of them 
according to the European Union’s State of Health Study about Greece of 2017 [5]. Greek 
hospitals & clinics had a limited amount of intensive care units (ICUs) and that was the reason why 
the Greeks should at any cost avoid getting infected. In simple words the amount of ICU beds 
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was not enough to treat a big wave of COVID-19 patients. If many people got infected at the 
same time there would be severe pressure on the health system leading it to crash. That is why 
almost every government in the world was trying to “flatten the curve” [7]. Therefore in order for 
the Greek people to maintain their health system from crashing they were instructed by the chief 
health advisor of the country [4] to not visit hospitals if it wasn’t an emergency. The fact that not 
all health conditions are not emergencies but still require treatment automatically becomes a 
problem in a health system that is not functional [30]. 

Fear of Infection: One of the biggest problems the COVID-19 pandemic brought to our society 
was fear of infection. Insufficient data and misinformation [6] especially at the beginning of this 
crisis  lead people to feel more vulnerable and more afraid of the novel virus than they should be. 
Hospitals and clinics may be very careful about staying clean and safe COVID-Free places for us 
to visit, but this situation has a psychological impact on people and they are still afraid to visit 
anyway [3]. This is a very important problem for our society and a solution is required. 

Insufficient Funds: During this crisis there have been many jobs that have been lost and it seems 
like after the pandemic a financial crisis will follow according to latest releases by the European 
Parliament [8]. The fact that unemployment rates are rising and economies are collapsing creating 
another great problem for our society in the days to come [10]. Already a large percentage of 
people are struggling to pay off their debts since they have either a low income or no income at 
all. While based on the executive briefing of McKinsey & Company there will be massive 
implications in business over the next few months [9]. Already many people at the moment are 
living on government pay which means that they have just about enough to make ends meet. 
Therefore people are obligated to regulate their expenses either that means transportation, or that 
means visiting a doctor with lower fees than others [31].   
Having all the above in mind, there are a lot of questions coming to our minds. What if we did not 
have to leave the comfort of our house to see our doctor? What if there was a solution that let us 
stay at home and at the same time get the medical treatment that we need? This is the gap 
TellADoc comes to fill in the market. 

2.1.2 The Idea 
All these questions created the need for an application that would allow us to ‘tele-transfer’ the 
health expert direct on our home couch. This is how the idea of TellADoc was born. TellADoc is a 
telemedicine app that can upgrade the delivery of healthcare and help meet the needs and 
demands of modern times and modern people. 

The coronavirus pandemic introduced a lot of new ways for people to make their lives easier 
without even getting out of their homes. TellADoc is an application that can be used to provide 
medical care remotely. An app like this can be really useful offering a range of benefits to both 
patients and the healthcare experts that provide their help by using features like video chat and 
keeping electronic health history. TellADoc is the perfect application for any condition that does 
not require laboratory tests or a physical examination by the doctor.

New technologies such as the Internet of Things and video calls are becoming more and more 
common and prominent in our daily lives. This kind of technology tends to be easier to use and 
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cheaper to purchase, making it possible for everyone to gain access to them. Moreover, the 
pandemic among with the current life trends are creating new needs that are technology oriented. 

With the combination of our software solution and development team, we seize this opportunity 
and try to fill the current gap in the market of health services: a mobile app that connects patients 
and doctors when face to face meetings are impossible.

Consequently, our start-up business aims to become a connecting link between patients and 
certified doctors. The COVID-19 Pandemic created a new lifestyle and developed new needs for 
technology and accessibility.

New-age technologies are an important part of our company, but the ease of use when it comes 




Health Advice From Home, Heal from Home, Never Miss A Doctor’s Appointment Again, Tell-a-
Doc & Doc-Tells-You, Book Online - Meet Online - Treat Online, Book - Meet - Treat All Online, 
Treat from Anywhere, Health On Demand

2.1.4 Vision  
Our vision is TellADoc to become a unique point of reference for both doctors & patients in the 
field of telemedicine and a valuable tool for any health system. 
2.1.5 Mission 
We are a team of pioneers that dare to rethink elements that were previously considered standard 
in the medicine industry. Our objective is to analyse and redesign the path patients follow before, 
while and after visiting their doctor in order to improve and enhance their experience. With our 
innovative solutions we aim to reshape the medicine industry and make life better. 

2.2 Products & Services 
The purpose of the following section is to help you understand each and every one of the 
TellADoc Company’s products and services in depth. Find out more about all our products and 




2.2.1 Products & Services for Patients 
Here you will find all products & services that are accessible by the patients using our application.

Search Doctors:  
Using the TellADoc application all users gain access to a large directory of doctors. The TellAdoc 
company has created a massive and continuously updated list of experts in the medical field in 
order to provide our users a vast range of options. Moreover we have segmented all doctors by 
specialty in order for the search procedure to be easier and more personalised and more instant. 
Finally our team has developed an in-app advanced search tool in order for users to search based 
on different filters ex. price, location, reviews etc.

View Doctor’s Schedule:   
Another great service the TellADoc application provides to its users is the ability it offers them to 
view the appointment schedule of any listed doctor. Every time a user finds a doctor that suits him 
in our search directory, he can instantly access their appointment schedule and view all the 
doctor’s booked hours and all free hours. This gives users the ability to plan ahead before 
contacting the doctor and before booking an appointment, since they can see what suits their 
personal schedule best first. 

Online Bookings:   
While using the TellADoc application you can search for doctors, view their schedules and now 
also book an appointment online in a just a few taps. Another great service our company has to 
offer via the TellADoc application is Online Bookings. Our users now have the ability to book a 
doctor’s appointment like never before. Instead of contacting a doctor directly they have the 
ability to book an appointment by using their mobile phone, their tablet or their computer in just a 
few clicks. 

Online Video Doctor’s Appointments:  
At TellADoc we are focused on making people’s lives easier by using innovation. Therefore we 
have created a new innovative service that came to disrupt the industry and set high 
expectations. With the TellADoc application our users now have the ability not only to search 
doctors and book appointments with them online, but to also visit their doctors without ever 
leaving their home. Practically what this means is that we have created a telecommunication 
platform within our application that allows our users to have online appointments with their 
doctors via video chats. In order to solve one of many problems that the Covid-19 pandemic has 
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brought us, we decided to focus on finding new ways of conducting doctor’s appointments. 
Therefore we came up with the Online Video Doctor’s Appointments service and this is how it 
works. The patients find the doctor they want to book an appointment with, check their schedule 
and book an appointment with them. At the booking stage the patient is presented with two 
options, the first one is to have physical appointment and the second one is to have an online 
one. If the user selects a physical appointment then things work out as they would work at any 
standard doctors appointment. The patient should find a way to be physically present to the 
doctor’s office and so on. But if the user selects an online appointment things change. The only 
thing he has to do is login to our app, enter a video chat room 5 minutes before his scheduled 
appointment and wait for the doctor to login as well. This new innovative way of health 
appointments could be the beginning of something great and we are here to help it develop. 
Online appointments are a great innovation at this given time and will be of great use for many 
patients, doctors and public health systems. 

Doctor’s Video Appointments On-Demand:  
Although the online video doctors appointment is a massive innovation we haven’t stopped there. 
We present to you the Doctor’s Video Appointments On-Demand. This service comes to meet the 
needs of people who are looking to get a doctor’s appointment but for various reasons cannot be 
present either physically or virtually at a specific time. With our Doctor’s Video Appointments On-
Demand service patients have the ability to record themselves telling their doctor their symptoms 
or their problems and send it to them at any time. The doctor then receives the video, evaluates 
the situation and replies to the patient in the same way, with a recorded video. Moreover a feature 
of this service is that at anytime it can turn into live video call. In the case were both the doctor 
and the patient decide to log in to the chatroom at the same time, they are offered the option of 
live call turning it into an Online Video Doctor’s Appointment. This service comes to fill the gap for 
many people with various reasons of not being able to make it to a doctor’s appointment. From 
people who are working late, to people that have anxiety meeting other people we are here to 
make their lives easier.

Doctor’s Chat: 
The next service is called Doctor’s Chat and is quite similar to the previous ones but it comes in 
two different forms, in the form of an audio file and the form of a text. The TellADoc application 
has also integrated an instant messaging tool that allows patients to contact their doctors and 
vice versa. For the people that are unable or unwilling to video record themselves a text and a 
voice messaging solution is provided. We understand the discomfort of some people who are not 
familiarised with technology as much as we do with other people that believe that their privacy is 
being intruded and we support it 100%. Therefore we have created an audio and text instant 
messaging tool that can help them overcome these problems. With the Doctor’s Chat service 
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patients have the ability to text their doctors or audio record themselves and send the files to the 
doctors. The doctors then reply in the same way. This service can be provided either instantly or 
on-demand, it all depends on the initial arrangement between the patient and the doctor via our 
application. 

Send & Receive Results:  
Understanding the needs of the market we come to add another amazing feature to the Doctor’s 
Chat service, the Send & Receive Results option. With this feature we aim to make it easier for 
doctors and patients to communicate after their appointment. Usually at the end of an 
appointment doctors prescribe some health screenings patients have to do before they meet 
again. Most of the times though what happens is that after those results come out at the next 
appointment both the doctor and the patient understand there was no reason for the 
appointment. In other words in most cases the second appointment after a health screening is 
usually a waste of time. That is the gap we come to fill and that is exactly the problem we aim to 
solve. That is why we created the Send & Receive Results module. Users can now send the 
results of their health screening in digital files via our Doctor’s Chat and wait for a response. The 
doctors then evaluate the results and reply to the patients. Finally they can then arrange an 
upcoming appointment if needed. The elimination of the in-between appointments step is a 
massive time-saver and is something the industry is in serious need of at the moment, especially 
when all clinics are trying to shorten the queues and the waiting lists.

Online Prescriptions: 
Another great innovative service of our application is the Online Prescriptions service. At the 
TellADoc company we have developed a new module where doctors can write, sign and verify 
prescriptions for their patients online and all via our applications. This new service is connected to 
all official prescription writing applications developed by the ministry of health and will be very 
useful for both doctors and patients since there will be no obstacles and no intermediates in the 
entire procedure. Prescriptions become now online, instant, faster and easier to get than ever. 

Medical History: 
The next service is a service we are very proud of as a company because we believe that it will 
disrupt the industry for well and will reshape the way it will be in the future. At TellADoc we take 
science and data very seriously and we always operate taking both in consideration. Our data 
driven culture in combination with a few more elements of our technology and core values are our 
strongest assets and what we believe will play a massive role in our success. Therefore we have 
created a special service in our platform that is dedicated to every patient’s history and we call it 
the Medical History. Investigating the industry further and understanding that modern problems 
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call for modern solutions we came to the realisation that patient history is a massive problem [19]. 
This huge issue affects both patients and doctors and it has to be solved. There are numerous 
examples of people who have no record of their medical history because of either their lack of 
interest, or because it was either damaged or lost, or even because of bureaucracy in the health 
system. That is why we decided to develop this amazing tool called the Medical History that in 
simple words is a great archive of each individual’s health history. This tool is accessible by every 
single user-patient of our application and gives them the ability to automatically record all their 
medical history. In the scenario were the patient had a medical history before using our 
application they have the option to manually add previous data. The way it works is simple, from 
the moment a user starts using our app all data is recorded. From bookings, to doctors, to 
screenings assigned, to results, to prescriptions everything is recorded digitally and everything is 
stored in their digital medical history. This way anytime a patient visits a doctor or books an 
appointment the doctor can ask for the patient’s permission to gain instant access to his medical 
history. Additionally we have developed modules, and have collaborated with Apple & Google in 
order to retrieve and store data from their health apps that could be useful for some of our 
applications features. Finally the reason why we are so excited about this service is because we 
have enhanced with A.I technology and we are training it daily in order to make it intelligent. Our 
ultimate objective is make our medical history service smart. We want to develop it in such a way 
where it can predict situations and provide solutions based on the data it retrieves before the 
users understand they need to book an appointment. This service is tailored to suit the needs of 






Since we are dedicated to making peoples lives easier, the one thing that could not be missing 
from our application of course is reviewing and being reviewed. At TellADoc we strongly believe in 
crowdsourcing and that everyone’s opinion matters, therefore we created a new, innovative 
ranking system based on reviews. We have developed a seperate ranking system for doctors and 
a separate ranking system for patients and we have made sure that only the people who have 
completed their appointments can review someone else. Doctors with good reviews will be 
awarded and will rank higher in our sophisticated search algorithms while doctors with bad 
reviews will rank lower. The same thing applies to patients as well, patients with good reviews will 
rank higher and gain access to extra features of our application, while patients with bad reviews 
because of abusive behaviour for instance will rank lower or even get deleted. We strongly believe 
our ranking system will have a massive effect on our application’s success and that is why we aim 
to make it as transparent and as clear as possible. 
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Emergency Calls:  
One of the main elements the TellADoc application is based is of course health and wellbeing. 
Our objective is to keep everyone healthy and safe while also preventing the worst situations is 
part of our core values. Therefore we provide an emergency button within the application and 
emergency solutions for any user that might need them. Specifically we have designed an 
emergency button that the user can click on manually when in need of assistance such as calling 
an ambulance. Apart from that we provide our users in the emergency section a long list of 
emergency phone numbers and contact details for organisations such as mental health 
organisations and fighting addictions hubs. Moreover we have created an automatic emergency 
call system for users that will provide us with access to their mobile phones data. This system is 
based on the vital signs we receive in data form from their phones health apps. If for instance 
someone is running in the park and suffers from a heart attack his wearable devices will notify our 
application of the situation and we will inform the emergency services about the individuals health 
condition and geolocation. 

Reminders & Notifications Centre: 
Technology is brought into our life with only one purpose, to make it easier. We at the TellADoc 
Company strongly believe this and we work hard to prove it everyday. Our applications offers its 
users a Reminders & NotificationsCentre where they can easily organise all their medical 
appointments and get notified on time about them. Additionally the reminders & Notifications 
Centre will also provide our users with various health tips and reminders over the day. These 
reminders when it comes to health reminders are something like “remember to stand up” or “it 
has been 3 days since you last went for a run”, and when it comes to doctors appointments “your 
Physiotherapist appointment starts in 3 hours, Get ready!”. These messages enhance the 
connection our brand has with our users and leads people to often engage with our application 
creating a strong relationship between customer and provider.

Social Feed: 
In order to keep our users interested we have to become more interesting ourselves. Therefore we 
have been working hard to develop a TellADoc Social Feed service for our application. Users are 
provided with the ability to create and customise their own profiles, connect with family and 
friends an also follow doctors, scientists and big medicine companies like pharmaceuticals and 
hospitals. The social feed is an important part of our application in order to keep customers 
engaged and connected with it and we will keep developing it further. Our ambition is to make it a 





At TellADoc we try to combine technology with medicine, therefore from the beginning of our 
company we have been developing with Artificial Intelligence elements in our coding. Another 
exclusive TellADoc service we have to provide our users is the Virtual Assistant. The TellADoc 
virtual assistant is smart chatbot that uses A.I to help users find what they are looking for. It is 
both message and voice enabled and it answers questions based on a large database that keeps 
growing daily. We strongly believe that this service will be very useful for people with special 
needs and disabilities and this motivates us to develop it further. Finally the virtual assistant offers 
the option of switching to an actual live assistant from our customer service team. A.I in 
telemedicine is the next big thing and we are trying to become pioneers in it. 

Maps & Directions:  
Based on our core value of making lives easier we have developed a Maps & Directions service 
with enhanced search results that can be useful to all our users. Our Maps & Directions service 
can show hospitals, doctors, pharmacies etc near each user among with the ones that are or will 
be open after hours. The users will also have the ability to browse maps and find places in other 
areas and of-course they will be able to receive directions for every location they are looking form. 




In the following table you can find a list of all products and services that come with the free 
version of our application along with the ones that come with the paid version. Notice here that 
there will be no monthly fee for our patient users and that a paid access is considered a user that 
has paid for an upcoming doctor’s visit. More information about payment methods and revenue 
streams will be provided later on, and this is a quick graphic representation. 

Products & Services for Patients







2.2.2 Products & Services for Doctors 
Here you will find all products & services that are accessible by the doctors using our application. 
Keep in mind that for the doctors using our application as a channel to promote their business, 
we provide access to all features that are accessible by the patients-users and we have created a 
few more products & services tailor made for them. 

Create & Customise Profile:  
Since doctors will use our application to promote their business and to get discovered by 
patients, we offer them the ability to create & customise their profile. Much like every social media 
platform doctors will be able to add profile pictures, fill in their information, edit their contact 
details and write a short description about them. This feature we believe will be very useful for 




Online Video Doctor’s Appointments
Doctor’s Video Appointments On-Demand
Doctor's Chat




Reminders & Notifications Centre
Virtual Assistant
FREE ACCESS PAID ACCESS PRODUCTS & SERVICES
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Social Feed:  
We want to keep patients and doctors constantly connected while we also want to create a small 
community of experts that interact with each other. Therefore we have created the social feed as 
we previously said in the patients-users section, and we offer doctors special options. Only 
doctors will have the ability to post articles, papers, photos and videos in order to in order to stay 
connected with their audience and keep them engaged. This feature we believe will work in 
benefit of both doctors and patients since for the first ones it creates a positive updated image for 




Each doctor can have access to a unique personal calendar were he can either manually or 
automatically update his appointments. This calendar will be totally customisable and the doctor 
will be able to decide which information on it will be public and which private. We believe that this 
service will be of great importance for doctors since they can view their appointments from any 
device they want in just a few clicks.

Reminders & Notifications:  
The reminders & notifications centre is a feature that is also accessible by the patients-users. With 
this feature doctors can stay informed about their upcoming appointments, about video on 
demand requests pending answers or even about reminders they have set. We believe that this 
feature is of crucial importance for doctors given the fact that they have busy schedules an many 
things might miss their mind. 

Insights & Analytics: 
Our application offers doctors the ability to access insights & analytics about their account. 
Doctors will be able to view how many people have visited their profile and compare data in order 
to see if their conversions rates are good or not. All data can be exported and used for further 
analysis while also there will be some guidance from the application itself in the form of “tips for 
you”. These tips will be simple instructions for doctors to follow in order to improve some 
important aspects of their profiles.

Review Patients: Finally doctors will have the ability not only to get reviewed by patients but to 
also review patients. If for instance a patient is rude, or has an abusive behaviour, doctors will be 
able to write that on their review and inform fellow doctors about a certain patient. 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Note here that all services provided to patients will be provided to doctors as well but not all 
services provided to doctors will provided to patients. Doctors will have three options upon 
subscription, one of a free version & one of trial period and one of a paid version. More 
information about pricing & plans will be presented later on in the Strategy & Implementation 
Summary.

2.3 Management & Organization 
The purpose of this section is to present and demonstrate the managerial and organisational 
structure of the TellADoc Company in the most convenient and simple way. In the following 
paragraphs you will be able to understand the philosophy behind our management culture and 
create a clear image in your mind of how our company operates. Furthermore you will be able to 
see in depth all the necessary departments that were created in order for our company to function 
smoothly and uninterrupted among with all the responsibilities each department and each 
manager has inside our company. 

Products & Services for Doctors













All Free Products & Services for Patients
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2.3.1 Management Team 
Olga Maria Kolovou - Chief Executive Officer (CEO):  
Olga Maria Kolovou is the owner of the TellADoc idea and the one that inspires and leads our 
team. Her background in the Technological Industry within Digital Marketing & Web Application 
Development Agencies among with her MSc in e-Business & Digital Marketing is what helped her 
come up with the TellADoc idea and actually put it into motion. Olga is the one that crafted the 
right team in order to bring her vision to life, and inspired us all to become members of this 
company. As the CEO of the TellADoc Company she is responsible of making sure that all 
operations are running smoothly while also making the serious decisions.  

Alexandros Papadopoulos - Chief Financial Officer (CFO):  
Alexandros is our company’s brain as he is the one in charge of all financials. He handles 
expenses, invoices and all the serious decisions that have to do with our company’s money. He is 
the owner of an MBA title and he has many years of experience working with technological giants 
in Silicon Valley. Alexandros as a CFO for the TellADoc Company is like choosing the right guy for 
the right job again and again. He always delivers, and comes through no matter what the situation 
and his experience in the tech industry has already been proven extremely useful for TellADoc.  
Katerina Vougiouka - Chief Medical Advisor (CMA):  
Katerina Vougiouka is the type of person anyone would like to work with. She is a great individual 
that strives for greatness every single day and an actual lifesaver since she is a doctor. She is the 
Head of Oncology for the Interbalkan Hospital in Thessaloniki and the President of the Greek 
Oncologists Assembly. Her love for Medicine and Technology among with her passion for helping 
people overcome problems consider her a perfect fit for our company. Katerina is the CMA of our 
company and she will be in charge of keeping us on track with the latest trends on the medical 
industry among with familiarising us with the already established rules. 

Giannis Papageorgiou - Chief Operating Officer (COO):  
Giannis Papageorgiou is the TellADoc Company’s corner stone as he is our COO. His background 
as a Software Engineer in large Technological Corporations in Greece for more than 15 years 
Name Business Title
Olga Maria Kolovou Chief Executive Officer
Alexandros Papadopoulos Chief Financial Officer
Katerina Vougiouka Chief Medical Advisor
Giannis Papageorgiou Chief Operating Officer
Vasilis Euthimiou Marketing & Sales Manager
Aggeliki Lapata Human Resources Manager
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among with his degrees in Software Engineering & Data Architecture make him a great match for 
this role. Giannis will be responsible for developing the TellADoc App and for organising all 
necessary teams to operate under him so that our company makes sure we can support any 
issue. 
Vasilis Euthimiou - Marketing & Sales Manager:  
Vasilis Euthimiou is the TellADoc Company’s Marketing & Sales Manager. His background in 
business consulting firms and marketing agencies among with his studies in Business 
Administration and Entrepreneurship make him the perfect fit for this role. Vasilis has a great way 
with people and great organisational & communicational skills. As our company’s Marketing & 
Sales Manager he will be in charge of organising the Marketing & Sales Department while he also 
ensures sales are increasing. 

Aggeliki Lapata - Human Resources Manager:  
Aggeliki Lapata is one of the most important members of our team since she is our Human 
Resources Manager. She is responsible of taking care of our company’s most important asset, our 
people. Her experience as an HR Manager for more than 12 years in two of the biggest financial 
consulting firms in the world among with her studies in ivy league universities in the United States 
consider her a very useful asset for our company. Aggeliki will be in charge of shaping our culture 
as a company and forming our employer branding strategy while maintaining our values are kept 
on the right path. 

2.3.2 Members of the Board & Shareholders 
In the following table you can find a short presentation of our board members and their business 
titles among with the share percentage each member holds.

Name Business Title Share Percentage
Olga Maria Kolovou Chief Executive Officer 35%
Alexandros Papadopoulos Chief Financial Officer 20%
Giannis Papageorgiou Chief Operating Officer 8%
Vasilis Euthimiou Marketing & Sales Manager 8%
Katerina Vougiouka Chief Medical Advisor 15%
Aggeliki Lapata Human Resources Manager 5%
Other Stakeholders Members of the Board 9%
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2.3.3 Hierarchy & Structure 
 
This is a graphic representation of the TellADoc Management Hierarchy & Structure. As you can 
see our company’s hierarchy & structure model is quite simple and almost flat. All C-Level 
executives communicate with each other and each one of them is the Head of their Department. 
They communicate with the same level executives horizontally and with their subordinates 
vertically. Finally all C-Level executives aka Heads of Departments report directly to the CEO 
which makes all the final decisions. 
 
2.3.4 Departments & Tasks 




Finance Department • Checking monthly bills

• Pro-active credit control

• Monthly analysis of costs and performances

• Weekly & Monthly reports
Marketing & Sales Department • Update Website & App information

• Raise company’s brand awareness

• Prepare marketing materials

• Conduct marketing campaigns

• Create specific strategies

• Monitor customer’s registration process

• Prepare customers manuals

• Provide weekly & monthly reports







• Issue information via e-mail & newsletter
Research & Development Department • Research for new trends













• Fix problems & bugs





• Conduct monthly reports
Medical Alignment Department • Research for new medical trends

• Research for new medical technologies

• Build Relationships with Doctors & Hospitals








3. Industry, Market & Competitor Summary 
This chapter is a presentation of the TellAdoc Company’s Ιndustry, Market & Competitor summary. 
In the following sections you will be able to gain a better understanding of the industries the 
TellADoc Company operates in, the market which we selected among with the reasons of the 
selection and a detailed analysis of our competitors.

3.1 Industry & Competitors Analysis 
Since the TellADoc Application will offer many features and various aspects for its users, we 
consider that our company will enter various industries simultaneously. These industries in our 
opinion will be the following: 

3.1.1 The Health Care Industry 
The Health Care Industry Description 
The health care industry also known as the medical industry is a business sector that includes all 
goods and services required to treat patients that are in need of curative, preventive, rehabilitative, 
or palliative care. The establishments that compose this industry are focused on preventing, 
diagnosing, treating and rehabilitating medical conditions. Additionally the healthcare industry 
provides this sort of treatments through products and services that are delivered either via the 
public sector either via the private sector. Finally, this industry is one of the biggest industries in 
the world and effects directly the quality of our everyday life and will continue to do so till the end 
of time. 
The Health Care Industry Overview  
In order to understand the way the health care industry operates we will proceed with presenting 
the most important parties that compose it.  
Health Care Providers & Doctors: The health care providers and the doctors are the main core 
of the health care industry since they are the ones providing care to patients. Their work is of 
great importance and without them the industry would not exist. 
Clinics/Labs: Clinics and Labs are very important reference spots for the industry as they filter a 
large amount of the incoming incidents. Their importance is undoubted and although they might 
not be as large as hospitals they are very useful for treating and diagnosing in small scale.  
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Hospitals: Hospitals are the main reference spots of the industry since they contain almost  all of 
the operations that take place in the industry. From providing doctors, to providing care, to 
handling payments hospitals are the heart of the industry in both large and small scale.  
Pharmaceutical Companies: These are the companies that are in-charge of developing, 
producing, and delivering medicine to all other involved parties of the industry. Their work is of 
major importance since they are the main suppliers of the industry. 
Med-tech Companies: Med-tech companies are a new breed of companies that have shown up 
in the industry over the last few years. Their goal is to combine medicine with technology and help 
all involved parties of the industry produce better results. Their importance is starting to become 
necessary for the health care industry and this necessity will rise over the next years [28].  
Insurance Companies: Although insurance companies are a part of the financial industry they 
also have a great stake in this industry. The fact that they sell health contracts and work as 
intermediates when it comes to handling payments automatically places them as an important 
part of it. 

Public Health Organisations: Public health organisations are an important part of the industry 
since they are government based. In order for governments to take care of populations and make 
sure their people are staying healthy they create public health organisations. These organisations 
are in-charge of handling all data, conducting research and creating guidelines for all serious 
matters. Finally public health organisations are on the top of the industry pyramid and they 
communicate vertically with all other parties of the industry.

Opportunities & Recommendations in the Health Care Industry 
The global health care spending is estimated to rise at a 5% CAGR in between the years 2019 - 
2023. That means that there will be many opportunities to occur in this sector and the ones to be 
the first there will be the ones to shape the market. [12] While it is an industry where nothing can 
be taken for granted all stakeholders can navigate through uncertainties by taking into 
consideration previous historical events. Significantly some of the opportunities that will take 
place in this sector stated in Deloitte’s 2020 Global Health Care Outlook are the following:

New Needs: In order to improve the health of the general population new care models and 
technologies will be need. The development of new secure, fast and tested ways of preventing 
situations, enabling early diagnosis techniques and offering treatment remotely will be of massive 
interest in the future. The fact that everything is evolving and new needs are developed 
automatically consider the health industry a great opportunity. 
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Digital Transformation: Every industry in the world right now is undergoing some sort of digital 
transformation. The same thing applies in the health care industry as well of course, and at the 
moment because of this global pandemic the speed in which that is happening is increasing. 
Therefore taking advantage of that need is a great opportunity for us as a company to enter this 
industry since we are tech oriented [21]. 

Transactional Reforms: The global phenomenon of transactional reforms is another great 
opportunity for our company. Over the past few years there have been observed some changes in 
pricing and payment methods such as value-based payment models. These methods help 
providers, payers and patients ensure the greatest possible outcome with the lowest possible 
price based on one thing only, true value. True value is estimated by creating the optimal path in 
order to achieve something. Everything is based on data and these procedures will continue to 
improve daily over the next few years.

Universal Health Coverage: It seems like governments are starting to adopt a universal health 
coverage mentality. Over the past few years there have been significant signs of governments 
introducing pricing controls on pharmaceutical, med-tech and other sector companies which 
imply a global turn on universal health coverage. Therefore becoming part of this shift is highly 
recommended for our company.  
 
Population Health Management: PHM is being used lately in order to understand the needs of 
various populations based on demographic data. Having the ability to evaluate data and 
understand the needs of specific patient groups based on their age, their location, the medical 
history etc and turn that data into a service which will be of extreme value in the future. It is highly 











Greece is in shortage of healthcare workers and there is a 
wrong distribution of need of medical specialty and actual 
doctors
People are not able to pay for private doctors and the gap grows every year
The National Network of Telemedicine in Greece: 43 
Telemedicine Units // 30 Health Centers // 12 Hospitals in the 
Capitals Range
 
Greek Citizens are very unsatisfied from their healthcare system they are obligated to seek for 
private medical solutions. 

Greek Citizens are forced to spend large amounts of money to cover their needs even when they 
are hospitalised in Public Hospitals. 

3.1.2 The Services Industry 
Since we will offer a variety of services to our customers via our application, we can consider that 
we will also enter the Service Industry. The Service Industry is one of the most upcoming 
industries in the world and one of the oldest as well. Everything today is turning into services and 
we believe that if we manage to ensure great quality services to our customers we can  turn it this 
industry to an extremely valuable revenue stream for our company.

The Services Industry Description 
The part of the economy that includes services rather than physical objects is called the services 
industry. All economic activities are divided by economists in two broad categories the one of 
goods and  the one of services. Therefore we come to the understanding that the services 
industry includes all activities that have to do with non tangible goods such as banking, 
communications, wholesale, retail trade and all professional services such as engineering, 
software development and medicine[13].
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The Services Industry Overview 
Over the past few years the services industry seems to show massive growth in both value and 
revenue. Many companies try to take advantage of technology in order to provide their services 
remotely and boost their profits. According to the American Census Bureau only in the United 
States the revenue of the services sector was near 15.5 trillion US Dollars in 2017 with a forecast 
of increasing about 4.4% every year after that [14]. Since the United States have been leading the 
way for many years socially and economically in the western civilization we estimate that this 
sector will rise accordingly in Europe as well. 

Opportunities & Recommendations in the Services Industry 
Remote Medical Services: The constant evolution of technology and the trend of offering 
services remotely is a great opportunity for our company to focus on. We believe that we should 
be part of the first few companies in this industry that offer medical services remotely. Taking 
advantage of this situation in order to become leaders in our field will be of great importance for 
the future of our company [26].  
Industry’s Rapid Economic Growth: The fact that the services industry is growing in such a 
rapid rate must be not taken into consideration. Data show us that there is great room for success 
any many hidden opportunities in the industry [14] Therefore we believe we should become part of 
that growth and enter it while it is still evolving and before it is too late [27]

3.1.3 PESTEL Analysis 
Political Factors: Greece’s political scene has been reshaping over the past few years and there 
have been quite a few turns in the political environment. The biggest change that took place in the 
past decade was the election of a left government during a period of continuous crisis. The Greek 
people from traditionally voting for centre and right parties elected for the first time in their history 
a left party to rule. Politically Greece is considered to be steady and without many conflicts with 
only exemption that of the Greek-Turkish issues. Nevertheless it does not seem like political 
factors can directly negatively affect the TellADoc Company, but only positively.  
Economical Factors: Since 2009 Greece is under financial recession but it has shown great 
improvement over the past 5 years. The economy cannot be considered stable yet since there 
have been many downturns because of the pandemic but if we take in consideration the ratings 
Greece is receiving by large rating corporations it seems like it will rise. Economical Factors can 
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affect the TellADoc Company and we should be prepared for such an impact but healthcare will 
also always be a priority for people [23].   
Social Factors: Greece is socially quite stable since there has been an even distribution in the 
amount of men and women in the country and not many injustices take place. Greece also follows 
the western way of living and has great cooperation and understanding of the eastern world too. 
Social Factors are not of great importance for the operations of TellADoc Company since we 
support diversity and we are against discrimination.  
Technological Factors: The latest investments made by large corporations such as Microsoft 
and Pfizer tell us that Greece can play a very important role technologically over the next years. 
The educational level of the Greek workforce is already high and its growing bigger even though 
the country has been in crisis for the past years. Also the investments made in infrastructure and 
networks in order for the country to be aligned with the times is worth noticing. Therefore we 
believe technology can become a competitive advantage for Greece over the next decades. 
Technological Factors can affect our company and have a massive impact on our expansion 
therefore we should constantly stay informed and follow the latest news about the industry. 
Environmental Factors: The Greek climate is Mediterranean which means it has a massive 
impact on the quality of people’s life. The fact that Greece has mostly sunny days over the year 
consider it a great country for living. Nice weather and a lot of sun are a great combination that 
can enhance ones well-being. Environmental Factors can only affect the TellADoc Company 
positively if we take in consideration that the quality of people’s life gets improved and that is part 
of our vision.  
Legal Factors: Greece follows the European Law system and the Greek Law system when it 
comes to legal matters. The latest big change in these law systems that affects the country is  the 
protection of personal data with the novel GDPR legislation. Under this new law all personal data 
should be protected by companies and organisations and if there are violations notices big fines 
will be applied. The TellADoc Company should strictly follow and comply with all legal factors in 
order to operate legitimately and in order to avoid issues with the government. 

Evaluating all the data that is presented in the PESTEL Analysis in order to understand what it 
really means for the TellADoc company, we come to the conclusion that although there are some 
factors that might work against us, most of the evidence works in our favour. Therefore we believe 
that the TellADoc Company can truly become a significant power in the telemedicine industry and 
acquire a large market share in the Greek Market without being negatively influenced by PESTEL 
Factors, but instead only positively if things remain as they are today and evolve in the expected 
way.  
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3.2 Market Analysis 
The purpose of this section is to present the market the TellADoc Company has selected in order 




3.2.1 The Target Market 
The target market we have selected in order to operate the TellADoc Company is Greece and 
there is a spectre of various reasons behind that decision that are either personal, ethical or 
financial.

Personal Reasons: When it comes to personal reasons, the fact that all founders are born and 
raised in Greece among with the fact that most of them have gained experience in both Greece 
and overseas is a very important factor for that decision. We believe that the Greek market is an 
excellent opportunity for our company since we live and experience it every day. Furthermore we 
can understand all the trends and peculiarities this country has and the fact that we are natives 
and we have constant friction with the Greek society and the Greek problems makes this market 
even more suitable. 

Ethical Reasons: When it comes to ethical reasons, as founders we want our company to have 
an impact on the society we were born and raised in. It is very important for us that we create 
something that will produce extreme value for Greece and help both its people and its economy 
during difficult times. Bureaucracy and long waiting lines in the Greek health system are an 
everyday problem for the Greek people and we want to find a solution for it.  The Greek market is 
in need of new innovative ideas such as this one and the people tend to embrace this kind of 
initiatives. Finally we believe it is our obligation as Greek citizens to help our people and that is 
exactly what the TellADoc application does. 

Financial Reasons: When it comes to financial reasons, after conducting all necessary research 
in order to understand the market better business-wise, we came to the conclusion that Greece is 
an ideal market for our project. The fact that the population of Greece is not considered neither 
large nor small in numbers, among with the fact that there are not many dissimilarities in traditions 
and beliefs between the people and among with the fact that the economy is rising, consider it a 
great uniform sample for testing ideas in low risk.

3.2.2 Data & Information About the Target Market 
Greece’s Population and Demographics 
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Greece is located in the Southeastern part of the European continent and it covers a surface of 
131.957 square kilometres. According to the Hellenic Statistical Authority (ELSTAT) and the 10 
year regular population research that was conducted in 2011, the resident population is 
10.816.286 individuals. Out of these individuals 49% are men and 51% are women, this means 
that this sample is very balanced and the Greek market is a good target market from a population 
and demographic perspective [15]. 

Information to Remember: 
	 Population: 10.816.286 million

	 Men: 5.303.223 million (49%)

	 Women: 5.513.063 million (51%)

Greece’s Financial Data 
Based on the latest estimations by the IMF Greece is considered to be the 51st largest economy 
in the world with a GDP of 187.456 billion euros in 2019. Also Greece is considered to have the 
55th largest spending power in the world with the estimations showing a 280.11 billion euros as a 
margin. Additionally Greece is the 17th largest economy in the European Union out of 28 countries 
and according to the IMF’s 2018 research Greece’s GDP per capita is 20.324,37 euro and a 
spending power of 29.000 euro per capita. Finally Greece is considered to have high quality of life 
ranking 31st in the world [16].

Information to Remember: 
51st Largest economy in the World

	 17th Largest economy in the European Union

	 GDP: 187.456 billion Euro

	 GDP per Capita: 20.324,37 Euro

	 Spending Power: 280.11 billion euro

	 Spending Power per Capita: 29.000 Euro

	 Quality of Life: High

Spending Amount of Greece’s Population in the Healthy Industry 
According to the latest research by the European Union about the State of the Health System in 
Greece [17] the data that occurs is the following. Greece’s government spends 1.650 euro per 
capita on the health care industry each year which is 1/3 of the European average. In other words 
Greece spends 8.4% of its GDP every year in the Health Industry while it used to spend more, 
and therefore the figures have dropped since the beginning of the financial recession of 2009. 
Moreover 59% of the total healthcare expenses are paid by the public health system while 35% is 
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paid by the patients themselves. This means that the amount of money the Greek people spend 
on healthcare yearly are in average twice as much as the rest of European citizens do.

Information to Remember: 
	 The Greek Healthcare System spends 66% less than other European countreis in average.

	 Greece spends 8.4% of its GDP every year in the Health Industry. 
	 59% of expenses is covered by the Public Health System & 35% by the patients.

	 Greeks spend twice the money every other European citizen spends on Healthcare yearly.

Performance of the Health System 
Although death rates have seemed to slowly drop in the last decade the performance of the Greek 
Health System is not considered to be high since it does not focus on promoting health or 
preventing illness. [17] According to European studies, access to the health system is not easy 
since there are many challenges when it comes to both the cost and the availability of health 
services. This means that the satisfaction levels of medical assistance are low among the country 
and especially for the people with financial difficulties. 

Information to Remember: 
Death rate drops over the past decade.

	 Health system does not focus on preventing or educating about illness

	 Not easily accessible, especially for low income groups

The Average Doctor’s  Salary & Fee Prices in Greece 
According to a recent study that was made among 16 European countries by the International 
Labour Organization (ILO) Greece ranks in the last place when it comes to the average income of 
doctors. In Greece the average salary per year of a specialised doctor is estimated around 65.000 
euro while the salary of a general practitioner is estimated around 58.000 euro [18]. Additionally 
the average doctor’s meeting in Greece is estimated to have a 15minute durations and the 
average doctor’s fee to be 35 euro per session. 

Information to Remember: 
Greece doctors have low salaries compared to other European countries.

	 The average duration of a doctor’s appointment in Greece is 15 minutes.

	 The average fee of a doctor’s appointment in Greece is 35 euro. 
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3.2.3 Market Segments 
In the following section you will be presented with the two specific segments of the market we 
have set as a target in order to create a better and more clear image of the customers that we aim 
to focus. 

Patient-Customers: The first segment of the market we aim to attract as TellADoc is what we call 
patient-customers. The ones that belong in this segment are all interested individuals who are in 
search of a doctor and are willing to book an appointment with one in order to treat a medical 
issue they are facing. Due to the fact that our company’s application requires a certain 
familiarisation with technology we have set the age group of this segment for customers that 
belong in the 18-55 age group. There is no specific income level required for this market  since we 
offer many of our services with no fee, and also given the fact that patient-customers are aware of 
the fact that if they seek for private medical solutions they are obligated to pay. The patient-
customers segment is the secondary income source of our company since we only get paid a fee 
included in the price they pay per appointment, but it still remains a very important segment for 
our company because have to keep them close if we are looking to increase our revenue and that 
is why we design and build our products around them in a large percentage. 

Doctor-Customers: The second segment of the market we aim to attract as TellADoc is what we 
call doctor-customers. The ones that belong in this segment are all doctors who belong in the 
target market and are allowed to offer private services. Due to the fact that our company’s 
application requires a certain familiarisation with technology and the fact that doctors are 
obligated to keep up with technology we have set the age group of this segment for customers 
that belong in the 18-65 age group. This segment is very important for our company since we 
consider it to be our main source of income from both monthly or yearly subscription fees to fee 
per appointment. That is why we carefully take into consideration their needs and wants when it 
comes to designing and building our products and services. Finally believe that we should take 
very good care of our doctor-customers and find new ways to keep them interested and in touch 
with our brand because they are an important part of our ecosystem, if they grow we grow with 
them.  
3.2.4 The Reasons why we Selected this Target Market based on 
Bibliographical Research 
Now that we have created a better understanding of the target market by reading all necessary 
data and information that were provided it is time to present the reasons of selection.
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Reason No 1: The first reason why we select Greece as a target market is due to personal and 
ethical goals, ambitions and aspirations. 
Reason No 2: We consider Greece a great sample for a target market since it has a relatively 
good size of population with even allocation between genders.

Reason No 3: Greece is medium sized economy with a lot of potential of expanding in the future 
and with a high quality of life. Therefore we believe it is an ideal selection since we will be there to 
witness that economic growth and grow with it. 

Reason No 4: The fact that the Greek Healthcare System spends 1/3 of the money that other 
European countries spend on healthcare means it needs to be improved. We consider it a great 
opportunity to get involved as soon as possible and become part of that improvement.

Reason No 5: The fact that the performance of the Greek Healthcare System is not good and the 
fact that it does not focus on serious matters such as education and prevention about illnesses 
show us that there is room for improvement. We believe we can play an important role in 
reshaping this field and improving the situation. 

Reason No 6: The average doctor’s salary among with the average doctor’s fee per appointment 
allow us to create a service that will improve both the salaries of doctors among with the quality of 
healthcare the citizens enjoy.

3.2.5 The Reasons why we Selected this Target Market based on 
Questionnaire Based Research 
The selection of this target market was based on the combination of two basic pylons. The first 
was the evidence and the data that we have gathered from bibliographical research, and the 
second was based on the results of the questionnaire based research that is thoroghly presented 
in chapter 6 of this business plan. Therefore, if you are looking to get a better understanding of 
the research that was conducted proceed to that chapter. In the following paragraph you will be 
presented with the conclusions that we have made based on that research and its statistical 
analysis that led us to 

Reason No 1: Based on our research both patients and doctors seem to have been familiarised 
with the idea of changing what was considered normal until now. It looks like both of the main 
customer types that we have set for our company tend to understand that there has to be a shift 
in the way doctor’s appointments and use technology to do so. 
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Reason No 2: Based on our research Greece has an on growing gap of unsatisfied citizens by the 
public health care system on many levels and tend to seek for private solutions. As TellADoc we 
come to take advantage of this problem and offer alternative and more cost efficient solutions.

Reason No 3: Based on our research patient-customers are willing to try the TellADoc idea 
because it sounds convenient to them and easy to use. Most of the research participants 
responded positively to both the idea and the benefits it can offer them.

Reason No 4: Based on our research doctors-customers are very happy to use the TellADoc 
application as an everyday tool for their job. They believe that it will be a great time saver and that 
it can help them increase the number of daily visits and appointments they conduct in a more 
easy and convenient way. Moreover they seem to be very interested in having their work schedule 
organised and synced via multiple devices and have it available at any time. 

Reason No 5: Based on our research patient-customers and doctor-customers are very keen to 
the idea of having instant access to the patient’s medical history in a one stop solution. Therefore 
we believe TellADoc can provide a five star service when it comes to this issue and solve a long 
lasting problem for these people. 

3.3 Competitors Analysis 
The purpose of this section is to present the companies we consider to be the TellADoc 
Company’s competitors along with the analysis about our competitive advantages against them in 
the selected target market and industry.   

3.3.1 Competitors Overview 
In the competitors overview we aim to present to you a brief analysis of who they are they, what 
they do,  and where they specialise in. Therefore the companies we consider competitors in the 
telemedicine field are the following: 
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Doctor Any Time (doctoranytime.gr) 
Doctor Any Time is a company that was founded in 2012 in order to ease the procedure of 
booking a doctor’s appointment. Today it has more than 400.000 registered patients and provides 
them with the ability to book an appointment from a selected listing of 5000 doctors, 120 
diagnostic centres, 65 medical specialties and 40 cities in Greece. It is estimated to serve more 
than 130.000 patients every month and it has expanded since 2016 in two more countries Cyprus 
& Belgium. 

Booking Clinic (bookingclinic.com) 
Booking Clinic is a company that was founded in 2018 by a group of experts of different 
industries in order to create a new standard in the way patients book a treatment in Greece and 
abroad. It is considered to be a wise medical engine that serves patients who need to search, 
compare and book a treatment with the doctor of their choice at the best price. It offers its 
registered users the ability to do so in a network of 365 clinics, in 14 countries, with 446 
treatments from 204 doctors. It’s difference with other application of the same industry is that its 
main purpose is to attract patients who have already consulted a doctor and are looking to have 
an specific kind of treatment e.x. an operation, or a surgery. 

Now Doctor (nowdoctor.gr) 
Now Doctor is a company that offers a free service of searching and booking online a doctor’s 
appointment. The company was founded in 2012 by a group of people who during the Greek 
financial recession wanted to make life easier. Today it has a network of 2972 doctors, from 65 
different specialties and operates in 149 cities. From the day the company was founded until 
today 18,425,473 million searches have been made and the numbers keep rising.

3.3.2 Porter’s Analysis 
Buyer Power: The buyer power analysis indicates the ability customers have to influence the 
companies that are part of the industry in ways such as reducing prices, improving quality etc. In 
our case we believe that there will be a significant amount of buyers but since we are pioneers 
and we offer unique services there won’t be much impact on us. 
  
Supplier Power: The supplier power analysis indicates the leverage suppliers have on businesses 
by raising prices, lowering quality and reducing availability. In our case our suppliers are doctors. 
In order for doctors to increase prices all together simultaneously there must be some sort of 
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political involvement. There we do not believe that our suppliers have leverage on us but on the 
contrary we have leverage on them.  
Threat of Substitution: The threat of substitution analysis indicates the threat our company might 
face if consumers decide to replace our services with other substitute services. In our case there 
is a threat of substitution only if our competitors decide to copy our services. We offer our 
consumers unique features and services that none of our competitors have introduced until now, 
but there will be a threat if they decide to do so later on.

Threat of New Entry: The threat of entry analysis indicates the threat our company might face 
from new companies entering the market. At the moment there is no such threat since our 
research shows there are no other companies working on a similar idea, but in the case 
something like that happens we aspire to have acquired a large percentage of the market until 
then. In order for us to consider a new entry as a threat there must be many innovations that we 
do not offer to our clients.

Competitive Rivalry: The competitive rivalry analysis indicates the level of competition among 
existing firms. At the moment competition seems to be relatively low because there are many 
differences between the services of each company. Additionally the leader of our market right now 
is the Doctor Anytime Company and therefore this company is our main rival.

Examining the Porter’s Analysis further and understanding all the data that occur from our 
research we come to the conclusion that we have by far many more strong elements as a 
company than weak spots. Specifically we believe that in all elements of this analysis our 
company has the tools, the technology and the business attitude to treat the challenges and 
overcome any problems.  
4. Strategy & Implementation Summary 
This chapter is a presentation of the TellAdoc Company’s Strategy & Implementation Summary. In 
the following sections you will be able to gain a better understanding of the strategy we have set 
as a company and the mediums we have selected in order to implement it. Moreover you will be 
presented with the goals we have set and the time frame in which we want to achieve them. 




4.1 SWOT Analysis 
Strengths 
Innovative Idea: The TellADoc idea is an innovative idea for the Greek market since we provide 
our customers access to services that our competitors do not offer and we consider that our 
strength.

Minimum Human Resources: In order to develop and operate the TellAdoc Application minimum 
human resources will be need at least initially. Therefore we consider this our strength because 
expenses will not rise in order to hire more personnel.

Experts of Various Industries: The fact that our people have experience in both the Greek 
market and overseas in various industries is considered a strength of our company. We can create 
a clear scope of various aspects of our company by taking into consideration the input of these 
people. 

Unique Services: The services we offer as a company such as the doctor’s video appointment 
and the medical history are unique services that none of our competitors offer at the moment and 
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Limited Funds: The fact that we have limited funds for the extension of the idea we want to 
create is a considered a weakness for our company, but it is definitely not a serious issue at the 
moment. Ιn the case this weakness becomes a serious issue for our company we will seek to find 
ways refinance. We will either try to get a bank loan or find new investors. 

Small Market Representation & Reputation: The fact that our competitors operate in the 
industry for many years while we are just entering could be considered a weakness. All our 
competitors have already gained a great market share and it might be hard to acquire it from 
them, but not impossible. The way to face this weakness and turn it in to a strength will be based 
on the quality of our services and on our team’s selling expertise and customer service. We will 
aim to create a great user experience that will win over even the most hard to convince customer 
and slowly build our reputation along with our market share.

Opportunities 
Technological Giants Investing in Greece: With technological giants investing in Greece and 
considering the country a great place for expansion we believe there is hidden opportunity for our 
company as well. Taking advantage of the circumstances we can achieve collaborations that 
would not be possible before. 

Increase of Mobile Application Usage: The fact that mobile application usage is rising globally 
and will continue to rise over the next years is a great opportunity for our company. Since our 
mobile application will be centre point of reference for our services we have to invest in it even 
more. 
Remote Services are Becoming Essential: Over the past few years there has been observed a 
shift in the way services are being delivered. Many services are becoming remote and it seems 
like this will become the new standard. Since remote services are becoming essential we consider 
this a great opportunity for our company. 
Excellent Timing because of the Pandemic: The pandemic has a developed a greater fear of 
illness for people and has raised their awareness when it comes to medical issues. Therefore we 
consider this timing excellent for our company because people will seek to prevent such 
situations and will want to visit doctors more regularly. 
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New Generations, New Habits: With new generations growing up and habits changing we 
believe it is an opportunity for our company to acquire that market segment first. Our mission is to 




Competitors Barriers: The fact that our competitors are already large in scale since they are 
operating in the market for many years, could be a threat for us. Their size might give them the 
ability to add barriers to our entry making our job harder. In order to face this threat we will focus 
on small niche markets at the beginning trying to operate under the radar of the “big players”. 
Following this tactic we will have gained a significant market share of loyal customers until we get 
noticed by our large competitors and the possibilities of them introducing barriers will be by far 
smaller than what they are now. 
Possibility Users Contact Doctors Directly: Another threat our company has to face is users 
overriding our services and contacting doctors directly. There is a possibility users take advantage 
of our application for the free search service and then contact doctors directly without making 
transactions via our app. Therefore we should be very careful about this threat. In order to face 
this threat we will offer special features and special treats for all users that book via our 
application. In simple words we will try to convince our customers to use our application by 
offering them gifts and giving them incentives.  
Slow Maturity of the Idea in Consumers Conscience: Because our idea is innovative and we 
offer many services that were never seen before in the telemedicine industry there is a threat 
people will not quite understand it at first. The idea might take time to mature in the conscience of 
our consumers and by then it might be too late for our company. In order to face this threat will 
start using influencers in our marketing strategy so that we spread the word out fast. People 
follow people and that is exactly what we aim for, we will show and inform people how it works 
and when they watch influencers use it they can assimilate.  
Security & Legal Issues: Due to the fact that there have been new laws and new legislations 
protecting people’s personal data all over the world in combination with the fact that cyberattacks 
are rapidly increasing daily, there is another threat for company. Since we will be in charge of 
storing the most sensitive type of data, medical records, there is threat we will face security and 
legal issues if we are not careful. In order to face this threat we will collaborate with the best web 
& data security companies in Europe and develop such a procedure that will be almost impossible 
to override. 

In conclusion by taking into consideration all details of the SWOT Analysis we come to the 
understanding that the TellADoc initiative is a well worked plan that can become a reality. 
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Specifically although we have some weaknesses and some threats that might affect us in the 
launch of our company our strengths in combination with the opportunities that lie ahead of us are 
worth taking the risk. 
4.2 Strategy 
After thoroughly analysing and explaining our idea while also presenting the market that we as 
TellADoc are targeting we are going to demonstrate the whole strategy behind this concept. As 
we previously said, TellADoc is a Telemedicine mobile application that connects doctors and 
patients who live in Greece. The application in simple words helps people search, contact, 
compare and evaluate doctors based on their location, their price and their popularity. Therefore, 
we decided as a pioneer company, which is based on innovation and connecting people together, 
to follow a specific strategy. 

Our strategy is to enter a niche market by creating an application that connects patients and 
doctors in the general region of Greece. We wanted as TellADoc to help people come together 
and introduce them a new way of connection and healthcare at the same time. That was the main 
reason of constructing and developing this application, while we identified a small gap in the 
market as explained before. 

Therefore we have selected Greece in order to promote and establish our application, because 
the Greek citizens are familiar with technology and embrace innovative ideas that can simplify 
their lives fast. 

Our strategy is to first establish our company’s presence in the two largest cities of Greece which 
are Athens and Thessaloniki and then move on to the next ones. Over the next years our plan is to 
expand to the whole region of Greece and a few years later to go beyond the borders and 




In the TellADoc Strategy Canvas we can observe how our company scores in 5 key factors that 
we believe shall determine the outcome of our entrepreneurial move. On the X axis you can notice 




Our main goal is to develop products that are ahead of any existing competition. In order to reach 
that, we have some plans so we will be able to find new ways to expand our knowledge and 
experience further. We aspire to become a health organization that is devoted to making patients 
lives easier easing the experience of attending their doctor’s appointment.

• Become No1 Application for connecting patients & doctors in three years. 
As we previously said our ambition is to become a health organization that is devoted to making 
patients lives easier by easing their experience of visiting a doctor. In order to do that we must 
become the best at what we do and differentiate ourselves from our competitors. Therefore our 
first goal as a company is to become the No1 telemedicine application in Greece within our first 
three years of operating. We aspire to achieve this by creating such a convenient and easy to use 
application that offers many high quality services as fast as possible and continuously improve by 
evaluating and listening to customers feedback. 
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• Reach 1 million users by the first 3 years. 
Since we are devoted to becoming the best telemedicine application in the market we also have 
set high goals for the future. At the moment the leader of the market is estimated to have almost 
400.000 registered users and that is a milestone we are willing to overpass. Therefore we have 
decided as a second goal to aim to reach 1 million registered users in the first 3 years of 
operating. Since our competitor built this audience in 8 years we believe we can double it in 
almost half that time. They way to achieve something like this has to do with the maturity of the 
idea and customer satisfaction. At the moment there is great timing for our company in order to 
develop this idea in the minds of consumers since many services are becoming remote along with 
the fact that our competitors have introduced the idea to the public many years ago which works 
in our favour. Also we aim to keep our customers constantly satisfied in order for them to speak 
for our company in the best possible way. Finally we will directly aim to acquire existing users 
from our competitors by offering them better deals. 

• Become the new Standard in Doctor’s Appointments. 
With our company expanding and increasing its registered users we aim to become the new 
standard when it comes to booking an appointment with a doctor. Hopefully in the years to follow 
there will be no quarantines and no lockdowns but people will have realised how easy it is to book 
or have a doctor’s appointment with just a few taps. Therefore we aim to create such an easy and 
effortless for both patients and doctors experience that will make us the new standard in doctors 
appointments even after the pandemic. Either this means that people will simply book 
appointments via our platform and attend them physically either it means that people book and 
attend online, we aim to become their first option.

• Expand to Cyprus within the first 3 years.  
Another goal we have set as a company is to expand to another market within the first 3 years. 
The ideal market for our company to expand so soon is the market of Cyprus. Cyprus and Greece 
share many thing s in common and are considered brotherly nations. Therefore taking advantage 
of the similar characteristics these two markets share, we believe that the first target market we 
should focus on after Greece when it comes to expanding is Cyprus. The sample will be already 
tested and the data we already have will be enough to make trustworthy forecasts for the future. 

• Expand to other European countries within the 5 first years.  
After establishing our presence and the market shares we aspire to have acquired in the first 3 
years of operation we have set a goal to expand to other European countries as well. Becoming 
No1 in Greece and in Cyprus in the telemedicine field will work as a great advantage for our 
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company when it comes to expanding to other countries. The infrastructure our company will 
have by then along with the experience and the data we will possess are key factors for 
succeeding in other markets. Therefore we believe it is possible to expand to other European 
countries within the first 5 years and we will aim to do so.

• Develop A.I Technology that will help Prevent & Treat Illness.  
Finally our ultimate goal as a company to develp our artificial intelligence technology so much that 
we’ll be able to prevent illnesses and at some point even treat them. This goal might seem 
overambitious but at the TellADoc Company we are devoted to reshaping the future of 
telemedicine and we will.  
4.4 Marketing & Sales 
In this section we will present the Marketing & Sales Strategy we will follow in order to promote 
our products and services. At TellADoc we heavily believe in the idea of marketing and its results.

Social Media Marketing & Advertising: Nowadays Social Media is the new TV. Therefore we 
believe that we should invest very much in this channel. The way to enhance and use successfully 
such a marketing channel is by both generating valuable content and by paying for 
advertisements. Our plan is to create beautiful content and target the right people via all social 
media platforms such as Facebook, Instagram, Linked-in & Google. The influence of social media 
in our lives is without a doubt a phenomenon that takes place in this era [24]. We seek to take 
great advantage of this phenomenon and make work in our favour. That is why we strongly 
believe that we can create a very strong competitive advantage if we develop the right strategies 
and techniques. 

Users into Advocates: One of our goals for our Marketing Plan is to turn our users into 
advocates. The way your customers talk about you is the most important achievement of your 
work. Therefore we want to have satisfied customers that talk in a nice way for our company and 
become as committed as a fan. Keeping satisfied the people that interact with your brand and 
converting them from simple users to advocates is what truly gives value to your company. 
Businesses operate with people and are operated by people. That is why we want to invest 
deeply in building strong relationships with our customers and not only becoming the first choice 
in their minds but also becoming the only choice. The only way to do that is by making them our 
advocates and thats exactly what we aim for. 
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Medical Events: Although we will focus mostly on digital marketing to increase sales and 
promote our company, we believe that the digital presence of a company should be enhanced by 
a physical image and the other way round. That is why we will invest in creating medical events 
and conventions in either physical or digital form fully equipped with our company’s branding in 
order to raise brand awareness and create an  experience of our brand to our customers.

Influencers & Celebrities: As we already said social media and digital channels are the best way 
to promote your company nowadays. A great way to use social media is by carefully selecting the 
right influencers & celebrities to promote your brand. We will develop a plan based on research on 
all social media influencers of Greece among with other celebrities that have high impact on our 
average customer. The fact that influencer can vastly affect the behaviour of people is undoubted 
nowadays and at the moment seems to be peeking [25]. Therefore we aim to use influencers and 
celebrities who affect various target groups and audiences mostly from the patient-customer 
segment and less from the doctor-patient segment. For us at TellADoc creating a consistent and 
effective influencer marketing plan can play a huge role in our development and that is why we will 
try our best to achieve it.

Sponsors: Another way to raise brand awareness happens via sponsorships. We believe that we 
should become regular sponsors in medical events and conferences in order to become 
ambassadors of well-being and prevention. That is why we will become sponsors in different 
kinds of events that match our brands philosophy and our goal will be to attract new customers. 

Word of Mouth: At TellADoc we believe that Word of Mouth is the most important marketing 
channel a company could have. Therefore we want to provide our customers a unique experience 
that makes them feel as good as possible. Our goal is to make our fans talk about us and spread 
the idea and features of TellADoc. There is no better marketing than someone who talks in a good 
way about you and that is exactly what we are aiming for. Our target is to keep all customers 
doctors and patients satisfied in every aspect of their contact with TellADoc making them come 
back again and again and talking about us in the best possible way.

Phone Sales: Of course we will also take advantage of direct marketing techniques such as 
phone sales. We will develop our own sales call centre that will be part of the support call centre 
and try to sell our services directly to doctors & patients. By doing so we aim to attract customers 
that have not previously heard of company an build brand awareness in their minds while also 
converting some that either know us or not. Our phone sales appoach will contact both doctor-
customer and patient-customers in order to acquire customers from both market segments. 

Medical Consultants: Finally we will have our own medical consultants that will work as 
salespeople in order to inform doctors about our products and services and register them to our 
platform. We aim to create a network of medical consultants that will be in close contact with the 
47
main revenue source of our company doctors. The more we stay in touch with doctors and the 
more we have close friction with them the more we help them grow and keep them satisfied. At 
TellADoc we believe that human representation of our company is a very important factor for our 
future success and we want to stand by the people that trust us daily.  
5. Financial Summary 
This chapter is a presentation of the TellAdoc Company’s Financial Summary. In the following 
sections you will be able to gain a better understanding of all the financial details that involve our 
company. Specifically you will be presented with the key assumptions, the financial projections , 
the risk analysis and the exit strategy we have planned for our company. 

5.1 Key Assumptions 
In this section we will present the key assumption we have made for the financial planning of our 
company. Further down you can see the income sources & the revenue streams among with all 
financial pro formas such as expense calculations break even calculations etc.

5.1.1 Income Sources - Revenue Streams 
Subscriptions: Our first source of income and revenue stream will be the one of subscriptions. 
This revenue stream affects only our doctor users and not our patient users and it has to do with a 
rather monthly or yearly subscription fee they have to pay in order to use our services. The way it 
works is simple, since we offer a vast range of services and products that work in the benefit of 
our enlisted doctors we believe that we should charge them for that. The fact that doctors can 
increase their profits, organise and plan their schedules better, reduce their wasted time between 
appointments, get discovered by a large population of people and most importantly gain access 
and have remote appointments with an audience they could never reach before is exactly what 
makes our application essential to them. Therefore after the research we conducted among 
doctors and evaluating the data about their income and their will to attract new clients we have 
set a price for this revenue stream. Our initial price for subscriptions will be 150 euro per month. 
Our goal is to attract as many doctors as possible and to keep them satisfied in order for them to 
stay loyal to our brand. Finally we offer a 20% discount to doctors who are willing to pay the 
yearly fee upfront instead of paying monthly. 
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Fee Per Appointment: Our second revenue stream is what we call PPA or pay per appointment. 
This income source is a fee that occurs from a certain percentage we have set as company on the 
price of each doctor’s appointment. The way it works is simple, every time a booking is made via 
our application patients have to pay the full price via our online payment methods before their 
actual appointment, a lot like what happens when someone orders a product via an online shop. 
In the case the doctor’s appointment never happens or is canceled, our patient users get fully 
refunded. In the case it does happen though, the full price of each appointment has our 8% fee 
included therefore the patient users are not aware they are paying it. In this case it is the doctor’s 
decision if they want to set their standard price and include the 8% fee in it or set a price and top 
it up with the 8% fee. A simple example of this revenue stream is the following: John is a patient 
and he wants to book an appointment with an ophthalmologist. He searches via our application 
and finds an ophthalmologist he likes with a total appointment price of 50 euro. John books the 
appointment and pays via PayPal instantly 50 euro. Out of that 50 euro 8% which equals 4 euro 
go to the TellADoc Company and the rest 46 euro go to the ophthalmologist. Of course If the 
appointment gets cancelled for any reason John gets a full refund.

In App Advertisements: Another revenue stream for our company will be in app advertisements 
& sponsored content. We aim to create advertising spots within our application for advertisers 
that want to promote their products and services. We will develop a full media kit with all those 
advertising spots and the equivalent prices that will be provided to anyone who wishes to 
advertise on our platform and we will ensure that our sales department will promote this 
opportunity widely. The fact that we have a niche market as an audience will help us achieve 
better return in investment for our advertisers since they will be carefully selected. Finally we aim 
to achieve implementing this revenue stream in various ways either by joining an already existing 
programmatic network either by developing our own in-house network. 
Data Monetisation: The most valuable good in the world at the moment is data & information. 
Therefore we have decided to take advantage of the data we will collect as a company and turn it 
into a revenue stream. Our objective is to collect and analyse the data we collect from our users 
and either use in our benefit either sell it to other interested parties. The type of data we will 
handle as a company are mainly the most sensitive type of data and are very strictly protected by 
laws and regulations. Therefore any move we decide to do and any use of data that will take place 
will first have the green light from our legal advisors. A great example of this revenue stream is to 
handle and sell the data our company owns to insurance companies. For instance our company 
could create a report with the most searched specialties in healthcare and sell it to an insurance 
company. The insurance company by using this data can create a new insurance deal including 
something relevant to this specialty and increase its profits. 
Fee On Crosselling Services & Products: Finally our last income source will be fee based and it 
will have to do with crosselling services & products via our application. In simple words we will 
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offer advertisers another solution instead of simply purchasing advertisement spots. This solution 
will be cheaper than in-app advertisements but will have a performance fee on every sale. 
Specifically what this revenue stream aims for is to attract customers that sell products and 
services that can be bought online instantly. Every time a sale is complete we will instantly get a 
fee out of it. A great example of this revenue stream is the following: A company with 
thermometers wants to advertise in our application and selects this way to advertise. We promote 
their products in a cheaper price than what the in-app advertisements fee would be, but we have 
a 15% cut off every sale that is completed via our application. So if the thermometer company 
has 100 euro of sales via our advertisements we will gain 15 euro. If on the other hand no sales 
are made we will gain only our advertisements fee therefore we also have an incentive into 
converting ads into sales.  
5.1.2 Salaries 
Based on our projections and given the fact the socioeconomic state of Greece will remain as it is 
today we have decided as a company that all personnel members will be paid on a salary basis. 
We believe that all 6 employees will drive our business forward in total because each one of them 




In the following table you will be presented with the job title of the employees along with their 
intended salaries for each year. After research we have come to the conclusion that the 12 
salaries each employee receives every year should raise by approximately 3.5% per year and in 
addition to that there is a bonus of 2 salaries per year making it a total of 14 salaries.

Salaries/Month 2021-2024
Position 2021 2022 2023 2024
Chief Executive Officer 2000 € 2070 € 2142,5 € 2217,5 €
Chief Financial Officer 1800 € 1863 € 1928 € 1995,5 €
Chief Operating Officer 1800 € 1863 € 1928 € 1995,5 €
Marketing & Sales 
Manager 1500 € 1552,5 € 1606,8 € 1663 €
Chief Medical Advisor 1500 € 1552,5 € 1606,8 € 1663 €
Human Resources 
Manager 1500 € 1552,5 € 1606,8 € 1663 €
TOTAL/MONTH 10.100 € 10.453,5 € 10.818,9 € 11.197,5 €
TOTAL/YEAR 141.000 € 146.349 € 151.464,5 € 156.765 €
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5.1.3 Investment 
In the following table you will be presented with the initial amount of investment that will be made 
in order to start the TellADoc Company along with the percentage of equity each member owns. 

As you can see the amount of money used in the initial investment by each and every one of the 6 
founders is also translated in to their equity. In order to support our business further we have 
decided to sell 9% of the initial share percentage to close family members and friends and we 
have labeled them as “Other Shareholders”.

5.1.4 Expense Calculations 2021 
In the following table you will be presented with the assumptions we have made in order to 
estimate the expenses of our first year of operation. 

Shareholders Amount Equity




Katerina Vougiouka 8.000 € 8%
Giannis Papageorgiou 8.000 € 8%
Vasilis Euthimiou 15.000 € 15%
Aggeliki Lapata 5.000 € 5%
Other Shareholders 9.000 € 9%
TOTAL 100.000 €
Expenses Amount / Month Amount / Year
Operational Costs 400 € 4.800 €
Facilities / Rent 600 € 7.200 €
Equipment *1000 € per employee paid once 6.000 €
Maintenance 200 € 2.400 €
Insurance 250 € 3.000 €
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• Operational Costs: As operational costs we classify the expenses that include all utility bills, 
cleaning services and random expenses that might occur for our company. We estimate that 
these costs are approximately 400 € per month or 4.800 € per year.

• Facilities/Rent: The cost of rent we will pay for our business facilities based on the selected 
location will be approximately 600 € per month or 7.200 € per year.  
• Equipment: We have decided that we will spend 1.000 € per employee in order to buy them 
new equipment. This expense adds up to 6.000 € per year and is expected to drop over the 
next years.  
• Maintenance: All of our subscriptions to cloud-based platforms, professional tools, and 
technical support for our company is estimated to cost us 200 € per month or 2.400 € per year.  
• Insurance: We have decided to offer our employees premium healthcare and insurance which is 
an estimated expense of 250 € per month or 3.000 € per year.  
• Salaries: Our salaries have been explained in the previous chapter thoroughly and they are 
estimated to cost us 121.000 € in the first year with that number increasing by 3.5% every year 
after that.  
• Bonuses: The two extra salaries that we have decided to add to each employee as a yearly 
bonus is an estimated cost of 20.000 € per year and is expected to increase 3.5% each year.  
• Accounting & Legal: Our estimation for our company’s accounting & legal expenses is 250 € 
per month or 3.000 € per year.  
Salaries *Check Salaries Table 121.200 €
Bonuses *Check Salaries Table 20.000 €
Accounting & Legal 250 € 3.000 €
Marketing  Approximately 600 € 7.000 €
Vehicles - Leasing 400 € 4.800 €
TOTAL 13.300 € 179.200 €
Expenses Amount / Month Amount / Year
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• Marketing: We have decided to spend 7% of our initial investment in marketing for the first 
year. Therefore the amount spend in total for the first year is an estimated expense of 7.000 €. 
• Vehicles - Leasing: In order to meet our company’s need we have decided to lease two 
vehicles. Taking in consideration both the monthly fee of these vehicles and their related 
expenses we have estimated that the monthly cost will be 400 € making the yearly cost 4.800 €.

According to the previous estimates and calculations, in order for our company to break even 
every month for the first year of operation we will have to generate more than 13.300 € per month 
or a total 179.200 € in the first 12 months. 

5.2 Sales Forecast 
Greece is estimated to have over 65.000 doctors of all specialties. Therefore we have set a goal of 
initially converting 200 doctors from the first month into active subscriptions starting with the two 
main cities of Greece Athens and Thessaloniki. We also expect a 10-15% increase in total sales 
each month after that with a slight drop to occur due to the seasonality of illnesses during the 
summer period of June, July, August & September.

Sales Forecast 
2021 Subscriptions Fee/Appointment Advertisements Data Monetisation
Crossellin
g TOTAL
JAN 32.000 € 11.000 € 12.500 € 2.000 € 2.500 € 60.000€
FEB 39.000 € 13.000 € 12.500 € 3.000 € 2.500 € 70.000€
MAR 48.000 € 18.000 € 12.500 € 4.000 € 2.500 € 85.000€
APR 55.000 € 16.000 € 13.000 € 5.000 € 3.000 € 92.000€
MAY 56.600 € 20.000 € 14.500 € 5.400 € 3.500 € 100.000€
JUN 67.400 € 16.200 € 18.000 € 6.400 € 7.000 € 115.000€
JUL 70.400 € 14.000 € 12.200 € 8.400 € 5.000 € 110.000€
AUG 69.800 € 11.000 € 5.400 € 8.800 € 5.000 € 100.000€
SEP 72.000 € 11.000 € 3.000 € 9.000 € 5.000 € 100.000€
OCT 64.000 € 24.000 € 19.000 € 7.000 € 6.000 € 120.000€
NOV 65.400 € 24.000 € 21.200 € 7.400 € 6.000 € 124.000€
DEC 72.000 € 18.000 € 22.000 € 8.000 € 4.000 € 124.000€
TOTAL 711.600 € 196.200 € 165.800 € 74.400 € 52.000 € 1.200.000€
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In order to understand the logic behind our sales forecast better we will explain how the numbers 
occur by using the example of the month September. 

• In September 2021 our first month of operating as a company we estimate to have 214 doctors 
subscribed. Each doctors subscription is estimated to 150 euro therefore it is an estimated 
income of 32.000 €. 
• We also estimate that each doctor will have completed approximately 18 appointments by the 
end of the month. According to the research presented previously the average doctor’s fee in 
Greece is 35 € and that means that the total revenue of the online booking service at the end of 
the month will be 137.500 € leaving us with 11.000 € the equivalent our fee of 8%.  
• Moreover we expect our sales from in app advertisements to be 12.500 € since we aspire to 
have attracted 125 advertisers of approximately 100 euro per client.  
• Additionally we estimate the data we will have collected will bring our company a return of 2000 
€ either we use it in our own benefit either we sell it to interested parties.  
• Finally the estimated fees we will retrieve from the cross-sales of products & services will 
generate us as a company 2.500 €.

5.3 Cash Flow Forecasts 2021 
In the following table you will be presented with the estimations about the TellADoc Company’s 
Cashflow for the first 12 months and the Pre-Startup estimations. 

Initially our 12 month cashflow is based on the 100.000 euro investment and the sales forecast 
estimations, both presented previously. 

We also estimate our Pre-Startup expenses to be 6000 for the equipment that will be bought, 300 
in order to fill our offices with supplies, 2000 for accounting and legal issues before starting the 
company, 600 as safe deposit for the rent, 100 for setting up the telephone lines, 500 for 




5.4 Profit & Loss Forecasts 
In the following tables you will be able to see all forecasts about profit and loss specifically for the 




5.5 Break Even Analysis 
In order to estimate our break even analysis we will have to first estimate the Total Cost, the 
Variable Cost the Fixed Cost and the Total Revenue of our company. Our fixed cost is the sum of 
all standard expenses (rent etc) and our variable cost is the sum of all variable expenses 
(advertising etc) while the total cost is the sum of the fixed and the variable cost.

Therefore we come to the understanding that our break even point will be the point in the graph 
were the total revenue curve surpasses the fixed cost and total cost curves. According to our 
estimations this will happen in the first few months of operations. 
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5.6 Risk Analysis 
In the following table you will be presented with all the threats that we have to take in 
consideration in order to provide a complete risk analysis for the TellADoc company. In order to 
understand better these threats we also provide information about their type, our vulnerabilities, 
the consequences it carries, the probability of it happening, the level of risk, the risk type and 
finally and most importantly the ways to mitigate those risks. 





ity Risk Risk Type Risk Mitigation
Emerging 
Copmetitors Financial
As a startup we do not 
own a market share yet 










Lack of Funds Financial
We might consume the 
capital we have raised 
without producing 
revenues
Major Likely Critical Financial, Operational
Minimize Operational 
Costs / Raise Capital 




Because our company is 
new their might be bugs 
in the application that 
lead to massive 
cancellations
Major Possible Critical Financial, Reputational
Limit Bugs & 
Glitches / Special 







Our consultants might 
face problems trying to 
convince doctors to sign 
up due to the fact
Moderate Possible High Operational, 
Reputational
Offer Extended Trial 
Periods / Train 
personnel better
Loss of Key 
Staff Procedural
Key staff members might 
not be able to handle the 
pressure or have 
requests that we cannot 
fulfil 







0 1 2 3 4
Total Revenue Total Cost
Fixed Cost Variable Cost
5.7 Exit Strategy 
In order for our investment to be safe and in order to make the most out of it we must be prepared 
for every scenario. Therefore in the case everything goes in the wrong direction or for any reason 
we decide to walk away from the company we have developed an exit strategy that will help us 
minimize losses and guarantee the future of our people. Our exit strategy relies on mergers & 
acquisitions and our main objective is to sell our company. Until that point we believe we will have 
developed a great audience of customers in both quality and quantity which will make us look 
ideal in the eyes of any investor or company who is willing to buy. Additionally the fact that we will 
have a great storage of data generated by our own users plus the infrastructure of a ready 
operating business can work in our favour too. Finally as we previously said we want to guarantee 
not only our money but also our people. Therefore we have set as prerequisite for any contract 
that all previous TellADoc employees will be offered a job position in the new company.

5.8 Monitoring 
In order to keep track of our company’s progress we have developed our own in-house 
monitoring team that will make sure everything is going as planned. This team will be in charge of 
receiving and monitoring reports from all departments about the status of their financial 
transactions and their operational issues. Each department will be self organised and have a clear 
understanding of both the goals they have to achieve and the failure threshold they must surpass 
each month. Once the results of every month come back, each department will create this report 
and inform the monitoring team. The monitoring team will then evaluate all the data and 
investigate further in order to find other problems and issues. Finally the monitoring team will be in 
charge of creating a general overview report of all departments every three months and hand it to 




Limitations in the way 
we operate due to 
natural disaster











In this case we will have 
to operate the company 
with minimal income
High Possible Medium Financial
Change Pricing / 
Stay Loyal to the 




Τhe purpose of this chapter is to create a clear image of all the processes that were followed in 
order to conduct a research and analyse the data that show the intention of both patients and 
doctors to use our Telemedicine application. In the following paragraphs you will find all useful 
information about the research methodology, the research results, the statistical analysis and the 
research conclusions. 

6.1 Research Methodology  
In this section you will be presented with the research methodology followed in order to 
conduct our research such as the aim & research hypothesis, the details about the sample, the 
questionnaires used, the data collection process and the tools of analysis.

6.1.1 Aim & Research Hypothesis 
The main purpose of this research is to investigate the intention patients to use a Telemedicine 
application that would ease the procedure of a doctors appointment. In order to investigate that 
we have developed two research questions and they are following:

• RQ1: How do the Demographic Characteristics ( Gender, Age Group & Education Level ) 
affect the three main variables of the patients questionnaire provided? 
• RQ2: How do the three main variables of the questionnaire provided affect each other?

6.1.2 Samples 
In order to conduct our research in both patient and doctor users we have created two different 
samples. Both samples follow the 50+8m rule in which m equals the number of main variables 
user in the questionnaire. In our case the main variables in both questionnaires are 3. Therefore in 
order to avoid statistical errors and mitigate the risk of having mistakes we have gathered the 




The purpose of the questionnaires provided was to collect, analyse and evaluate information 
about some characteristics of our participants along with their intention to use the TellADoc 
application. The first questionnaire was focused on patient users and therefore the questions were 
separated in three different sections, the demographic characteristics, the general characteristics 
and the general perception about TellADoc. The second questionnaire was focused on doctor 
users and therefore the questions were separated in four sections, the demographic 
characteristics, the general characteristics, the medical characteristics and the general perception 
about TellADoc. The first section in both questionnaires was a series of simple 

6.1.4 Data Collection Process 
In order to ensure that the we would meet the requirements of our research and that we would 
easily provide our questionnaires to the participants we used Google Forms. Google Forms is the 
most easy and convenient way to set up a questionnaire for research online and send it to 
interested parties. Once we created the two questionnaires we invited people to join and 
participate in our research by providing them a link. All participants were informed that their 
answers would be collected anonymously and that their data would be only used for the purposes 
of this particular research according to the GDPR European laws. 

6.1.5 Tools Of Analysis 
In order to analyse the data collected and evaluate the results from the provided questionnaires 
we have selected to use the IBM SPSS Statistics Data Editor. This tool is one of the most famous 
statistical analysis tools all over the world and it is well known for its capabilities. Therefore we 
come the conclusion that it Is the best tool we can use in order to provide trustworthy data. 

6.2 Research Results 
In this section you will be presented with the results gathered in our research for both 
questionnaires and the statistics representing the answers given. 

6.2.1 Questionnaire 1: Patient Users 
Section 1: Demographic Characteristics 
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Q1: What is your Gender? 
 
Answers: 49.4% Men // 50.6% Women 

Q2: What is your Age?

 
Answers: 48.3% 26-34 // 24.1% 18-25 // 12.6% 35-44
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Q3: What is your Educational Level?

 
Answers: 37.9% Highest Education // 27.6% Masters Degree // 19.5% Higher Education

Q4: What is your Marital Status?

 
Answers: 62.1% Not Married // 31% Married
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Q5: What is your Monthly Income?

 
Answers: 50.6% 501-100 // 24.1% 1001-2000 // 20.7% 0-500

Section 2: Use of Smartphones  
Q6: Do you use a Smartphone?

 
Answers: 97.7% Yes // 2.3% No
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Q7: What Operational System are you running?

 
Answers: 65.5% Android // 34.5% iOS

Q8: How much do you spend on your phone daily?

 
Answers: 47.1% more than 4 hours // 35.6% 2-3 hours // 12.6 1-2 hours
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Q9: I am familiar with using mobile applications?

 
Answers: 59.8% Strongly Agree // 28.7% Agree // 10.3% Neutral // 0% Disagree // 1.1% Strongly 
Disagree

Q10: Have you ever used a mobile application of the following categories?

 
Answers: 33.3% None of the Above // 31% Health & Wellness App // 20.7% Medical App // 
14.9% Life Coaching App
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Q11: Whould you buy a mobile application?

Answers: 37.9% No // 62.1% Yes

Q12: Have you ever used a telemedicine application?

 
Answers: 50.6% 501-100 // 24.1% 1001-2000 // 20.7% 0-500
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Section 3: Visiting the Doctor 
Q13: It is important for me to visit my doctor the moment I need him

Answers: 86.2% Strongly Agree // 10.3% Agree 

Q14: I do not always have access to transportation





Q15: Ι do not drive

 
Answers: 27.6% Strongly Agree // 5.7% Agree // 10.3% Neutral // 11.5% Disagree // 44.8% 
Strongly Disagree

Q16: I consider transportation to the doctors office expensive

 




Q17: Ι do not drive

 
Answers: 27.6% Strongly Agree // 5.7% Agree // 10.3% Neutral // 11.5% Disagree // 44.8% 
Strongly Disagree

Q18: Ι have a busy schedule

 




Q19: Ι do not want to come in contact with other patients

 
Answers: 29.9% Strongly Agree // 19.5% Agree // 13.8% Neutral // 11.5% Disagree // 25.3% 
Strongly Disagree

Q20: During lockdown it was easy for me to visit the doctor

 




Q21: Ι would enjoy having the option to visit the doctor without leaving my house

Answers: 54% Strongly Agree // 19.5% Agree // 17.2% Neutral // 4.6% Disagree // 4.6% Strongly 
Disagree

Q22: Ι am willing to travel far away in order to meet a specific doctor





Q23: The doctor I visit was a suggestion by friends and family

 
Answers: 48.3% Strongly Agree // 34.5% Agree // 13.8% Neutral // 1.1% Disagree // 2.3% 
Strongly Disagree

Q24: Ι have read online reviews for the doctor I visited

 




Q25: The pricing range of my doctor is generally affordable

 
Answers: 13.8% Strongly Agree // 11.5% Agree // 40.2% Neutral // 16.1% Disagree // 18.4% 
Strongly Disagree

Q26: The area were the doctors office is located is convenient

 




Section 4: Perception About TellADoc 
Q27: I would use a telemedicince app

 
Answers: 44.8% Strongly Agree // 25.3% Agree // 19.5% Neutral // 8% Disagree // 2.3% Strongly 
Disagree

Q28: I would use this app every time I need a doctor

 




Q29: I would use this app every time I could not make a physical appointment

Answers: 62.1% Strongly Agree // 18.4% Agree // 14.9% Neutral // 2.3% Disagree // 2.3% 
Strongly Disagree

Q30: I would use this app everytime I want to find a doctor with good reviews

 




Q31: I would use this app in order to search for a doctor I need

 
Answers: 65.5% Strongly Agree // 21.8% Agree // 9.2% Neutral // 3.4% Disagree // 0% Strongly 
Disagree

Q32: Ι would use the application if I had the ability to videocall my doctor

 




Q33: I would use the app in order to have online doctor’s appointments

 
Answers: 70.1% Strongly Agree // 16.1% Agree // 8% Neutral // 4.6% Disagree // 1.1% Strongly 
Disagree

Q34: I would use the application if I could have an online medical history

 




Q35: I would use the app if could have access to the doctor’s schedule

 
Answers: 60.9% Strongly Agree // 29.9% Agree // 6.9% Neutral // 2.3% Disagree // 0% Strongly 
Disagree

Q36: I would use the app if I could book appointments online 




Q37: I would use the app if I could have access to special offers and prices 
Answers: 66.7% Strongly Agree // 16.1% Agree // 13.8% Neutral // 2.3% Disagree // 1.1% 
Strongly Disagree

Q38: I would use the app if could review my doctor after an appointment





Q39: I would use the app if I was presented with certified doctors carefully selected by the 
TellADoc Team.

Answers: 65.5% Strongly Agree // 17.2% Agree // 14.9% Neutral // 2.3% Disagree // 0% Strongly 
Disagree









Q41: I believe physical doctor’s appointments are the only way to contact doctors

Answers: 8% Strongly Agree // 14.9% Agree // 36.8% Neutral // 14.9% Disagree // 25.3% 
Strongly Disagree









Q43: I dont believe doctors have an interest in having remote appointments 
Answers: 8% Strongly Agree // 17.2% Agree // 43.7% Neutral // 11.5% Disagree // 19.5% 
Strongly Disagree









Q45: I would suggest the TellADoc app to a friend

Answers: 52.9% Strongly Agree // 21.8% Agree // 20.7% Neutral // 3.4% Disagree // 1.1% 
Strongly Disagree

6.2.1 Questionnaire 2: Doctor Users 
Section 1: Demographic Characteristics 
Q1: What is your Gender?

Answers: 50% Men // 50% Women
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Q2: What is your Age? 
Answers: 38.2% 26-34 // 29.4% 35-44 // 29.4% 45-54 //

Q3: What is your Educational Level

 
Answers: 70.6% Masters Degree // 14.7% Bachelors Degree // 14.7% PhD
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Q4: What is your Marital Status? 
Answers: 55.9% Married // 32.4% Not Married // 11.8% Divorced

Q5: How much is your monthly income?

 
Answers: 76.5% Over 2000 // 23.5% 1001-2000
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Section 2: About Doctor’s Appointments 
Q6: Do you use a Smartphone? 
Answers: 100% Yes

Q7: What operating system do you use on your smartphone?

 
Answers: 52.9% Android // 47.1% iOS
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Q8: Are you familiar with using mobile applications? 


Answers: 88.2% Strongly Agree // 8.8% Agree // 2.9% Neutral





Q10: Where do you mainly practice medicine? 
Answers: 94.1% My own office // 5.9% Clinic

Q11: How many patients visit your office daily?

 
Answers: 41.2% Over 15 patients // 29.4% 10-15 patients // 26.5% 5-10 patients
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Q12: During the lockdown period how many patients visited your office daily? 
Answers: 44.1% 5-10 patients // 29.4% 10-15 patients // 23.5% less than 5 patients

Q13: During the lockdown period do you believe your appointments have?

 
Answers: 58.8% decreased slightly // 14.7% remained the same // 23.5% decreased heavily
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Q14: What is in your opinion the main reason patients avoid visiting their doctor during the 
lockdown period? 
Answers: 76.5% they are afraid of coming in contact with others // 8.8% they live too far away







Q16: Do you believe organising your daily schedule takes a lot of time? 
Answers: 73.5% Strongly Agree // 17.6% Agree // 8.8% Neutral

Q17: How much is your monthly income?





Q18: I would like for patients to find after specific research 
Answers: 97.1% Strongly Agree // 2.9% Agree

Q19: I would like to have video calls with patients?

 
Answers: 100% Strongly Agree
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Q20: I would like to have remote appointments with patients 
Answers: 97.1% Strongly Agree // 2.9% Agree

Q21: I would like to have the medical history of my patients online

 
Answers: 100% Strongly Agree
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Q22: I would like to have a calendar of all my available appointment hours 
Answers: 100% Strongly Agree

Q23: I would like patients to be able to view my available free appointment hours

Answers: 97.1% Strongly Agree // 2.9% Agree
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Q24: Do you believe organising your daily schedule takes a lot of time? 


Answers: 88.2% Strongly Agree // 5.9% Agree // 2.9% Neutral // 2.9% Disagree





Answers: 100% Strongly Agree
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Q26: I would like the TellADoc team to certify the degrees of Doctors before they enlist 
Answers: 97.1% Strongly Agree // 2.9% Agree

Q27: I believe with this app the waiting time in my office will drop

 
Answers: 82.4% Strongly Agree // 17.6% Agree
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Q28: I believe the TellADoc App will help keep better distance since my patients will not have to 
wait in the waiting lounge 
Answers: 100% Strongly Agree

Q29: I believe I will make more money for each appointment

 
Answers: 79.4% Strongly Agree // 8.8% Agree // 11.8% Neutral
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Q30: I believe there will be zero transportational cost since all apointments will be made online 
Answers: 85.3% Strongly Agree // 11.8% Agree // 2.9% Neutral

Q31: I believe I will have a better organisation of my patients medical history





Q32: I like the idea of online booking based on availability 
Answers: 91.2% Strongly Agree // 5.9% Agree // 2.9% Neutral

Q33: I believe more patients will get to know about my services

Answers: 100% Strongly Agree
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Q34: I am willing to subscribe to such an application

 
Answers: 94.1% Strongly Agree // 5.9% Agree

Q35: I would suggest to my patients to have an online appointment?





Q36: I believe TellADoc will help me organise my schedule better 
Answers: 73.5% Strongly Agree // 17.6% Agree // 8.8% Neutral





Answers:  11.8% Agree // 38.2% Neutral // 14.7% Disagree // 35.3% Strongly Disagree
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Q38: I believe there is no security for the protection of data 


Answers: 2.9% Strongly Agree // 8.8% Agree // 44.1% Neutral // 14.7% Disagree // 29.4% 
Strongly Disagree

Q39: I believe there is no interest from patients to have online appointments

 




Q40: I believe I do not have the required knowledge to use mobile devices 
Answers: 2.9% Neutral // 5.9% Disagree // 91.2% Strongly Disagree





Answers: 2.9% Agree // 26.5% Neutral // 5.9% Disagree // 64.7% Strongly Disagree
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Q42: Which payment method would you prefer? 
Answers: 61.8% Yearly Subscription // 29.4% Fee off Appointment // 8.8% Monthly Subscription

Q43: How much money would you be willing to pay for these services?

 
Answers: 52.9% 150-200 euro/year // 35.3% 100-150 euro/year // 11.8% 50-100 euro/year
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Q44: What fee per appointment would you prefer to pay? 
Answers: 47.1% 10-15% // 44.1% 5-10%

Q45: I believe not all treatments need a physical appointment

 




Q46: Remote appointments are better when patients are the ones to suggest it

 
Answers: 17.6% Strongly Agree // 5.9% Agree // 44.1% Neutral // 29.4% Disagree // 2.9% 
Strongly Disagree

Q47: Remote appointments are better when patients cannot physically be present

 




Q47: I would suggest the TellADoc App to other colleagues

 
Answers: 94.1% Strongly Agree // 0% Agree // 5.9% Neutral // 0% Disagree // 0% Strongly 
Disagree

6.3 Research Statistical Analysis 
In this section you will be presented with the research analysis results of the patients 
questionnaire along with all observations made explaining the correlation between the variables 
included in the research. Finally these results will be accompanied with a series of conclusions 
that shortly explain our understanding of the analysis. 

6.3.1 Research Question No1 Analysis: 
• RQ1: How do the Demographic Characteristics ( Gender, Age Group & Education Level ) 
affect the three main variables of the patients questionnaire provided?

In order to understand how the demographic characteristics affect the three main variables of the 
questionnaire we will be using the independent T-Test. This statistical analysis method is used 
when we are looking to compare two groups and therefore we consider each variable one group 
and each demographic another. 
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Section 1: Demographic Characteristics 
Section 2: Use of Smartphones 
Section 2: Visiting The Doctor 
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Section 4: Perception About TellADoc 
 






T-Test: Section 3: Visiting the Doctor // Age // Gender // Education Level 
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T-Test: Section 4: Perception About TellADoc // Age // Gender // Education Level 
 
 
*The conclusions of this research have a direct impact on the selection of our Target Market

And you can find more information about in Chapter 3 of this Business Plan
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6.3.2 Research Question No2 Analysis:  
• RQ2: How do the three main variables of the questionnaire provided affect each other?

In order to understand how the three main variables of the questionnaire affect each other we will 
be using the Pearson Correlation test. This statistical analysis method measures the degree of the 
linear relationship between two variables. A relationship between variables can be considered 
linear when it can be well-characterised by a straight line. Finally we take for granted that in this 
method coefficients range from -1 to 1 and as much as the absolute value tends to 1, the stronger 
the dependancy between them.

The Decision Rule for assessing if the Pearson Correlation Test is significant 
If  p < .05 the test is significant (there is a significant relationship between the two variables).

If p > .05 the test is not significant (there is no significant relationship between the two 
variables).

Since all three results (CAT2,CAT3,CAT4) were p < .05 there is a significant relationship 
between the variables and it will be explained further on.

Τhere is strong dependancy between these variables since their absolute values all tend to 1 




Score of Smartphone 
Use (CAT2)
Score of Visiting the 
Doctor (CAT3)
Score of Perception 
About TellADoc (CAT4)
Score of Smartphone Use (CAT2) 1 0.703 0.642
Score of Visiting the Doctor (CAT3) 0.703 1 0.822
Score of Perception About TellADoc (CAT4) .642 0.822 1
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